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Abstract 
This project is a business plan idea proposal, as it focuses on the idea perspective of the 
business plan. The idea is to get academics in region Hovedstaden to move to region 
Midtjylland to infuse SME’ in that region with knowledge, development and network. To 
ensure that the academics do not move away again to fast, the business plan offers 
perspectives on a solution to accommodate the academics demands by converting an idea 
from the stationing area.  
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Introduction 
“Instead of focusing on how many highly educated people (ie cand.merc., cand.polyt. etc.) 
Denmark will be needing in 20, 30 or 50 years, we should focus on the problems at hand. A 
big chunk of the highly educated workforce who have graduated within the last 2 years are 
without a job and have no prospective jobs in their foreseeable future. We risk losing entire 
generations on the floor with these short-sighted and ignorant policies. Give the private 
sector an incentive to hire new graduates before it is too late.”1  
Would you consider moving to a different part of the country with your family, if you could 
get help to all the practical elements and also to the more intangible elements? 
The current high unemployment amongst academics in region Hovedstaden has academics 
considering alternatives; some find a job they are overqualified for, others wait for the right 
job and others chose to move to get a job, but mostly out of country. 
What if we could move the already very mobile academics to the areas, where there are many 
small and medium sized enterprises in need of academic inspiration and creativity by 
providing the best foundation for the cooperation to be a long and successful one? 
This paper introduces a new idea to the Danish recruiting market, as there is need for the 
academics to get out of the unemployment line and into the labour market. But the academic 
are demanding network, job security and social life while still having a challenging job.  
 
 
 
                                                 
1 Questionnaire with academics – p. 69 
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Motivation 
The current Danish government wants Denmark to be among the ten richest countries in the 
world by 2020 but the goal shines clearer than the actions2. 
The government has created different initiatives to increase the knowledge of the potential in 
an academic employee as well as financial bonuses for businesses that hire academics with 
the end goal that the academic unemployment is reduced. But these initiatives have not been 
very successful, as only a few businesses in a national perspective have taken advantage of 
the financial support.  
In 2003 Denmark reached the highest level of unemployment amongst academics and there 
were launched a 51 million DKK campaign “Akademiker kampagnen” (the academic 
campaign) which resulted in 3000-4000 academic positions in businesses that are not used to 
employing academics3. And now Denmark is in need again, the unemployment of academics 
has been increasing over the last couple of years and is now almost at the same height, as in 
2003. Despite this fact, the government has only posted 5 million DKK to an academic 
campaign in 2011, leaving the job creation up to the private sector, as it is a cost-cutting 
period in the government’s finances.  
During the bachelor project; “Regional development – attracting academics to SME’ in region 
Midtjylland” it was discovered that there is a missing linkage between SME’ and academics, 
where the governmental initiatives fail which is why the idea for an organisation to create this 
linkage arose. The preliminary research has been conducted in the Bachelor project and will 
therefore be referred to that project as well as the focus is moving academics from region 
Hovedstaden to region Midtjylland. 
Problem Area 
Despite the decrease in unemployment amongst academics4, there is still a high level of 
academics who are without job. In Copenhagen the number is approximately 5,000 
unemployed academics ultimo 2010 and soon a new group of academics are ready to enter the 
employment market. 
                                                 
2 Ibid 
3 http://www.information.dk/261262 22/5 
4 http://lyngby-taarbaek.lokalavisen.dk/ansaet-en-akademiker-/20110428/artikler/704289971/1022 
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What can be done to make use of this unexploited group of resourceful people? 
An investigation in the job market in the region Hovedstaden shows that there are 
approximately 200 available jobs in the category “academic” (cf. Appendix 2) but based on 
this the candidate must have the right education and competences to apply. So it is clear that 
the job market for the academics is reduced. Furthermore, when viewing posted jobs for 
academics in the region Midtjylland there are only 48 available positions (cf. Appendix 3). 
The jobs listed are with businesses which are accustomed to employing academics and there 
are no small or medium sized businesses. So how can academics and SMEs become 
connected? And will a facilitation along with consultancy increase the number of academics 
in SMEs in the region Midtjylland? Are the academics willing to move to a different part of 
the country to work?  
Some of these questions were investigated in the Bachelor project “Regional development - 
attracting academics to Region Midtjylland” but an important problem was not defined in-
depth and analyzed, so this will be the research objective of this paper.  
Problem formulation  
In this section I will define the problem formulation and the research questions used to 
achieve answering the problem formulation. 
- How can the academic recruiting industry (DC) be better to create a sustainable 
cooperation between academics and the SMEs in region Midtjylland? 
 
In this project the idea of how to connect academics and SMEs in the region Midtjylland will 
be described. Region Midtjylland has been selected as it was the basis of the investigation of 
the bachelor project but the ideas and organisational model can also be implemented in other 
regions. The idea is to create a different recruiting and business development consultancy, 
where the focus is to, by request of a SME to find an academic who will move to region 
Midtjylland from region Hovedstaden and this academic will be assisted in finding a home, 
spouse job, school/day-care, and linked to professional and social network in the local area. 
The process can also be requested by an academic from region Hovedstaden desiring to find 
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a job in a SME in region Midtjylland and also getting assistance to the network, spouse job, 
home etc. A so called expat package, just in Denmark. 
Problem area limitations 
Due to time restrictions there are some limitations to the project as some areas could be 
investigated further to increase the perspectives. Furthermore, as it is a new business idea the 
categorization of competitors may be out of balance in comparison to future competitors who 
might move into the area of the business idea. A new product is difficult to compare to an 
existing product and the chosen competitors may not be exact competitors. 
In regards to the qualitative data, the opinions of the interviewed may have changed but as the 
interviews were conducted recently it is assumed that they are valid. 
The quantitative data holds limitations as to the sources. The author has no foundation to 
verify the data and must there for rely on validity of the data from e.g. Danish statistical 
Databank but retain a critical stance towards the data and information. 
The project could have had a more general perspective and incorporated the entire country 
and not just the two regions in focus, but as the government is focusing on a knowledge based 
labour force in the future it is necessary to ensure jobs and careers for the already educated 
academics who are currently unemployed, otherwise the enrolments in universities will 
undoubtedly drop. Based on the concept of the business plan, the local knowledge is an 
essential element and as a new starting business the founder cannot have knowledge of every 
region. The concept is furthermore constructed in such a manner that it can be used in other 
regions, as long as the essential local knowledge is present. 
In regards to the focus on smaller and medium sized businesses; it is these businesses that can 
gain the most from employing an academic as larger businesses probably already have 
academics employed. Furthermore, it is also in the SME where there is a lack of familiarity 
with academics and universities. 
As this is a university project and not an actual business plan intended for banks and other 
potential investors, I have chosen to limit the personal information, as I do not find it relevant 
for the theoretical and practical elements of management science. But in order to sufficiently 
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analyse and evaluate the internal resources and implications for the business strategies it is 
relevant to discuss the personal experience of the founder as this may have influence on the 
success of the business. 
In connection to fact that it is a university semester project, I have chosen not to perform 
exact calculations and number juggling for each of the budgets as this removes the focus from 
the problem; that there is a gap in the current recruiting business and that an existing idea can 
provide the much needed academics to the SME, as desired by the government and the SME. 
The budgets are included to give a wider perspective to the elements of a business plan. 
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Project design 
This project design will provide the reader with a sentences based understanding of the 
structure of the project, which will give a clear understanding the title based index. 
 Chapter 1: This chapter holds three elements, the introduction, problem formulation and the 
limitations of the project. Each element will bring the reader closer to the subject of the 
project. Further will the idea of the business plan be presented here.  
Chapter 2: The Methodology chapter will provide the structure of the methods used 
throughout the project, the sources used and also provide the design of the paper which the 
reader can refer to in order to follow the flow of the paper. 
Chapter 3: This chapter describes the background of the project and introduce the reader to 
the foundation of the project and the origin of the idea for the project. 
Chapter 4: In this chapter the theory part of the project will be described and here each 
model in the business plan will be introduced and evaluated. 
Chapter 5: This chapter is the analytical element of the project paper and here will the 
aforementioned models be unfolded in order to describe the project as part of answering the 
research questions. 
Chapter 6: This is the conclusion chapter and here all the results and concluding findings 
will be presented and shortly commented. 
Chapter 7: This chapter holds two elements, the afterthoughts and the literature list. In the 
afterthoughts different angles on the project will be presented. 
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Methodology  
In this chapter I will present my methodological considerations as well as present the data 
collection which is the basis of this project. 
 
Methodological Considerations 
The research strategy for this project is based upon a problem-orientated view by choosing the 
narrative ontology. It is characterised by a story-telling aspect, as it is said that there is a 
detailing explanation within ‘the cause and effect’ plot.  
”…the method’s use, either when one wishes to incorporate the personal 
experience or when one wishes to analyse how the single narrator relates to his 
or her  environment.”5  
“… metodens anvendelse, enten når man ønsker at inddrage den personlige 
erfaring eller når man ønsker at analysere, hvordan den enkelte fortæller 
forholder sig til sin omverden.” 
The role of the researcher/narrator is to analyse and comb the information and then 
structurally intertwine the pieces of information to define the meaning and the function 
appears. 
In this project I hold the role of the narrator where I investigate the problem in a narrative 
form in order to construct a flow that will heighten the understanding for the reader. 
With the narrative ontology, I hold a Constructivism epistemology, as knowledge is obtained 
through experiences and incorporation of new knowledge into existing internal knowledge 
framework, without altering the structure. 
 Furthermore, the project is based on a multi-strategy approach, where the arguments will be 
supported by qualitative and quantitative data obtained in the Bachelor project.  
                                                 
5 Fuglesang, L (et. Al.), Teknikker i Samfundsvidenskaberne, 2007, Roskilde Universitetsforlag. P. 333, by 
Christiansen, C.C.  
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Data collection 
Primary sources: 
The Bachelor project report “Regional development - attracting academics to SMEs in the 
region Midtjylland”, Roskilde University, 2010 
Data obtained in the Bachelor project such as interviews and results. 
 
Secondary sources: 
Scientific studies 
Books 
Register data (statistical data, archive data etc.) 
Process data (articles, TV-shows, pictures)(Andersen 2005; 158) 
Primary sources 
Qualitative and Quantitative form 
 
The bachelor project “Regional development - attracting academics to SMEs in the region 
Midtjylland” is qualitative data and the reliability is high as the process is well-known, as it 
was conducted by myself. The empirical data of that project were interviews with businesses, 
which could have an interest in hiring a academic and also SME that have participated in a 
governmental initiative which resulted in the hiring of an academic. 
The construction of the interview was qualitative and there were several open-ended questions 
in order for the interviewee to elaborate on answers. (Bryman 2008;438). There are of course 
differences between the interviews as some companies have no academics employed and the 
others do have academics employed but these differences do not affect the quality of the 
results. 
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Strengths and weaknesses of the chosen approaches: 
The biggest advantage of using the information and results of the bachelor project, is that the 
methods, processes and quality is known. There are no unforeseen problems in obtaining the 
information as they are already transcribed and the raw data is available6. 
A disadvantage is that in the time period passed, the situation of the business may have 
changed. Some may have been inspired by our contact to hire an academic and the opinions in 
the interviews may not be relevant anymore. However, as it is the main results of the 
interviews and not specific answers from individual businesses that is the foundation of this 
project, then it is not relevant if the situation has changed for one business, as the result refers 
to the overall situation in region Midtjylland. 
This argument also applies to the quantitative interviews of academics in region Hovedstaden.  
 
Secondary sources 
With secondary data it is important to hold a critical perspective in mind to the production 
year of the material, as some information may be outdated or simply wrong as the world 
changes rapidly. 
 
                                                 
6 Please see Bachelor Project if more in-depth interest in the interviews both qualitative and quantitative. 
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Background 
In this chapter I will present the relevant information behind the issue, as this is necessary to 
have full comprehension of the influencing elements in order to follow the analysis later on in 
the paper. I will focus on the current situation and the possibilities and the further possibilities 
for academics, SMEs as well as the perspectives of the current government. 
The current situation 
Denmark has a long tradition of entrepreneurship and even some of the largest businesses in 
Denmark have originated from a single persons idea e.g. Grundfos, Danfoss. 
At the same time, one mind is not enough to keep the inspiration so other minds are needed in 
the businesses and especially in the SME, as they can benefit the most from new perspectives.  
Denmark is currently experiencing a high level in the unemployment rate among academics 
with an increase from 7,887 in 2010 to 8,036 in 2011(seasonally corrected)7.  
Every year approximately 13,000 persons finish their higher education but only about half 
that number departs the labour force, leaving a job opportunity for a newly hatched 
academic8. So there is an imbalance between the governmental production and supply of 
academics and the market demand for academics; in today’s fast moving markets a long 
turnover rate on academics can be detrimental. 
The government presented in February 2010 the so called 2020 plan, a strategic plan stating 
objectives for Denmark by the year 2020. Some of the objectives in the 2020 plan influences 
the academics and the SMEs, as the government have set forth the goal 
”The goal that Denmark should be among the ten richest countries in the world 
in 2020, is the superior goal”9  
”Målet om, at Danmark skal være blandt de 10 rigeste lande i verden i 2020, er 
det overordnede mål.” 
                                                 
7 http://www.ac.dk/files/pdf/Ledighed-marts-2011.pdf 23/5 
8 http://www.ac.dk/files/pdf/Tema_3.pdf  p.3  22/5 
9 Danmark 2020 – Viden > vækst > velstand > velfærd: 
http://www.stm.dk/publikationer/arbprog_10/Danmark%202020_viden_vaekst_velstand_velfaerd_web.pdf   
p. 11 
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“In 2020 the total Danish work supply must be amongst the 10 best in the 
world.”10 
“I 2020 skal det samlede danske arbejdsudbud være blandt de 10 højeste i 
verden.” 
  
These two statements made by the government, shows the focus on the goals which is why it 
can be difficult to appreciate the goals of the 2020 plan, when the government is allowing 
public institutions to work against the objectives.  
 
”Statistics show that a job with subsidiary wages in the private sector more 
often end in a regular employment, than in the public sector.”11 
”Statistikken viser, at det oftere ender med en almindelig ansættelse efter et 
privat løntilskudsjob end efter ét i den offentlige sektor.” 
As the above statement argues, the government is working against their own plans, as it has 
advocated to the private sector that more wage subsidy positions should be posted. Meanwhile 
the government is hiring academics on interim contracts. The public institutions have 
arranged this agreement with Interim management firms, in order to save money on the public 
budgets, to exploit experienced managers’ knowledge or to have a neutral manager in a 
turbulent period in the company12. 
More over the public sector is accumulating academic employees much to its own success and 
to the disadvantage of the private sector13. If the there were a limit to how many academics a 
public institution could employ, it could force more academics into the private sector, 
according to Danske Erhverv (Danish council of Commerce)14. This proposal does create 
some difficulties; if the private sector is not prepared, ready for or knowledgeable about 
                                                 
10 Ibid p. 16 
11 http://www.hk.dk/akasse/job_og_uddannelse/job_med_loentilskud 26/5 
12 http://www.djoef.dk/Blade/djoefbladet/Arkiv/DJOeFBladet2009/DJ-OE-F-Bladet-nr-16-2009/Lej-en-
offentlig-chef.aspx  24/5 
13 http://borsen.dk/arkiv/artikel/3172035/  23/5  
14 http://www.danskerhverv.dk/OmDanskErhverv/Nyhedsbreve/Dansk-Erhvervs-
Perspektiv/Documents/2011%20DEP/DEP-39-2011-Stor-gevinst-ved-flere-hoejtuddannede.pdf 24/5 
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academics, then it will not employ academics and the unemployment of this group will go up. 
 
What has been done? 
From both a regional and governmental perspective there is a focus on the challenges of 
connecting academics and SMEs and different efforts has been initiated to promote the 
collaboration with very varying results despite the current active labour market policy15,16. 
The project “Videnpilot” (conveyer of knowledge) was initiated in 2005 by the Ministry of 
Science, Technology and Development and is financed by the government. The project is 
based on linkage between businesses dedicated to innovation and development and persons 
with a Master degree or above. The aim of the project is to support the growth and innovation 
power amongst SMEs by introducing the SME with no or only limited academic experience, 
to an academic who in return can adjoin the work experience to his/her CV to strengthen the 
chances to get a job later on. 
The funds for 2011 of the Videnpilot program was depleted (11.4 million) by the end of 
March this year and many businesses have shown interest and the project has now been 
granted 30 million DKK. In comparison the project was granted 30 million a year 2006-2008, 
and 14.4 million in 201017,18,19.  
In 2007 ”Vækstforum” (Growth forum) in region Midtjylland established a new initiative to 
encourage SME in the region to employ academics, called “Markedsplads for 
Højtuddannede” (Marketplace for the Highly educated) and it ran from 2008-2010. It 
consisted of four individual initiatives; Career campus, Kontakt Mæglerne (Contact Mediate), 
Karriereværkstedet (The Career Workshop) and local career fairs. After the trial period the 
project was evaluated, and only one had a slight success, Kontakt Mæglerne, as they 
                                                 
15 http://www.fm.dk/Publikationer/2001/Brug%20for%20alle%20-
%20Danmark%202010%20og%20et%20mere%20rummeligt%20arbejdsmarked/2%20Et%20mere%20rummeli
gt%20arbejdsmarked%20og%20Danmark%202010.aspx  26/5 
16 http://www.djoef.dk/Blade/Samfundsoekonomen/Samfunds-oe-konomen-2011/Samfunds-oe-konomen-nr-1-
2011/~/media/Documents/Djoef/A/Arbejdsmarkedet%20hvad%20virker%20og%20hvad%20virker%20ikke.ash
x  26/5 
17 http://www.fi.dk/nyheder/nyheder/2011/nye-midler-til-videnpiloter/ 26/5 
18 http://www.fi.dk/tilskud/forsknings-og-innovationsprogrammer/hoejtuddannede-i-
virksomheder/videnpilot/status-paa-regionale-videnpiloter/status-for-videnpilotordningen-maj-2011.pdf  26/5  
19 http://www.djoef.dk/Blade/djoefbladet/Arkiv/Dj-oe-fbladet-2011/Dj-oe-fbladet-nr-6-2011/Flere-h-oe-
jtuddannede-i-det-private.aspx 26/5 
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contacted the SME directly, broke down barriers and facilitated understanding between SME’ 
and academics. But the result was not impressive as 986 contacts with SME ended in only 
131 businesses participating – 12,9 % success rate and the jobs that was facilitated by Kontakt 
Mæglerne was primarily internships or student jobs. For a short project it may be considered 
an agreeable success but for the many unemployed academics it is not a huge step forward, as 
most of the academics participating in the project were students and therefore taking a job 
from an unemployed academic.  
One criticism of the network based project was that each contact mediate was working in their 
own local area, and only contacting businesses already known for their interest in the 
academics potential, such as applicants to Videnpilot (Knowledge Pilot program20) which lead 
to a few full-time positions. This process was not conducive for the SME or the academics, as 
it did not get a hold of SMEs outside the sphere of ‘awareness of academics’ potential’. 
Lastly it is clear that when Kontakt mæglerne had facilitated as job for an academic in a SME, 
there were no additional contact or consultancy. So it was up to the SME to ensure the 
creation of network in the local area for the academic and more over if there were any 
misconceptions between the two parties there were no support net to guide the parties. 
It is clear that this is an area that has been neglected in the initiative and it is highly important 
for a newcomer to have a network where they can be inspired, get support or contacts. 
Otherwise, the academic newcomer will not have a sense of belonging and might move away 
again.  
Lastly the government has had the Akademikerkampagnen (the academics campaign) May 
2010 until February 2011, which was an information campaign focused on the SMEs with the 
objective of informing them of the positive in hiring a young academic. The campaign 
reached 90,000 businesses and half of them became more positive in hiring an academic21. 
The result of this is that 117 businesses have chosen to hire an academic22. 
 
                                                 
20 A governmental program, where a SME can hire an academic for a specific project and get most of the salary 
funded by the government. The funds for 2011 have already been allocated and the program is on standby. 
21http://www.akademikerkampagnen.dk/media/20511/evaluering%20af%20akademikerkampagnen%202011%2
0endelig%20version.pdf   p. 21  26/5 
22 Ibid 
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What now? – What do the academics say? And the SMEs? 
In “Regional development- Attracting academics to SMEs in region Midtjylland” it was 
discovered that there are academics in each category (Human-, Social-, Natural- and 
Technical Science) that are willing to move to another region to get a job; the Technical 
Science, though, was the most willing group of all. Furthermore, the academics in general 
who were willing to move expressed different opinions on circumstances that would increase 
their willingness to move to region Midtjylland 
“A sort of intro program for newcomers from e.g. Copenhagen to help them 
acclimatize. For instance help finding a place to live, institutions, schools etc. if 
needed.”23  
and 
“It is important that there is a possibility to change company without moving, 
and that there is a kind of job security e.g. Pharmaceutical companies.”24 
The closeness of the area in Copenhagen, where businesses are located close to each other is 
appealing to the academics group in the current trend of changing job frequently25.  
Even though Danes are mobile in terms of changing jobs the willingness to uprooting the 
family for an entirely different place is something different in the eyes of the academics and 
there seems to be insecurity there. 
“I was born in that region and find it very attractive. My wife has a job i 
Copenhagen and my kids will not change school, so when I got my first job in 
Copenhagen after graduation, this was an irreversible decision. Region 
Midtjylland is unable to break that barrier because I'm going for the full 
                                                 
23 Appendix on disc: p 55 - Interview of academics -  “Regional Development – Attracting academics to region 
Midtjylland” 
24 Ibid p 57 
25 http://www.dst.dk/Statistik/BagTal/2004/2004-03-16-Danskere-skifter-job.aspx 26/5 
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package now: Two jobs, a school, a place to live, and access to nature and 
social life. This would call for a miracle!”.26 
The academics and the SMEs hold both an untapped potential for Denmark and despite 
campaigns, there is need for an active and approaching moderator to create the needed linkage 
and support system for the SMEs and the academics. 
 
                                                 
26 Appendix on disc: p. 58 - Interview of academics -  “Regional Development – Attracting academics to region 
Midtjylland” 
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Theory 
This chapter will provide the reader with understanding of the theoretical foundation of the 
project through descriptions of the models that will be employed in the later parts of the 
project. 
First I will make a short introduction to each model and theory and how I will use them:  
 
Business Plan 
A business plan is a step-by-step template of how to define development of a business. It 
begins with the idea and with each step the closer the process is to describing the aspects of 
the idea. The practicality of the business plan is also the directness; it is clear what to do in 
each step and helps to clarify the viability of the idea.  
There exist many business plans varying quality and clarifying level; there are businesses that 
help idea-holders to formulate and define the idea and the internet is flowing with templates 
for business plans in. The main objective and outline structure is though, the same; define the 
idea, investigate the market the idea is entering, do a competitor analysis, create clear budgets 
and define the business, both good and bad. 
The business plan that functions as stencil for this project is developed by the governmentally 
supported regional entrepreneurial advisory office “Væksthus” (Growth house)27. This 
specific plan is chosen due to previous knowledge of the quality of the template. To ensure 
the broad perspective, inspiration has been obtained to verify the quality of the chosen 
business plan from several different business plans online. 
Criticism of the Business plan 
The business plan is a very general template and for inexperienced it may be difficult based 
on the short description of each step, to explain sufficiently in-depth. Furthermore, 
investigating other business plans can create confusion as they vary highly in quality.  
                                                 
27 http://www.startvaekst.dk/forretningsplan - download version 19/5  
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Application of Business plan 
The business plan will be utilized as the basic structure of the description of the business, 
because the steps of the business plan increases the tangibility of the business idea.  
PEST- analysis 
PEST is an acronym and it stands for Political, Economic, Social and Technical. It is a 
strategic planning technique that provides a useful framework for analyzing the 
environmental pressures on an organization28.  
The perspective of this PEST analysis is from a creation of business/entry in a new market, 
which makes it necessary to explain some basic elements during the analysis. 
The PEST analysis is constructed on the basis of the environment in which Develop 
Consultancy will hold a place, the job matching consulting business. 
The purpose of the PEST analysis is to identify the external environment of Develop 
Consultancy, in order to understand the positioning of the company in the environment and 
the influencing elements of the Micro- and Macro environment.  
 
 
 
 
 
 
 
 
 
Ref. 1 PEST Model29 
 
                                                 
28 Definition taken from website: http://www.idea.gov.uk/imp/aio/1033478 
29 http://www.provenmodels.com/32/pest-analysis/ 23/5 
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Criticism of the PEST analysis 
Critics will say that the PEST model is too simplified but utilized from a specific perspective 
then it can provide a good analysis of the business surroundings30. The use of this model is 
necessary as the micro- and macro environment have high influence on the business survival.  
The PEST analysis could be expanded to a e.g. PESTEL, STEPPEL or STEP but these 
incorporate elements as natural environment, legal, ethical and ecological environments 
which are not relevant in relation to Develop Consultancy. 
Furthermore, analysing previous behaviours do not mean that the external environment will 
behave in the same way in the future. 
 
Application of the PEST-analysis 
The PEST will be used to look on how the external environment is affecting Develop 
Consultancy.  
The perspective chosen in the following PEST analysis is the Danish market in relation to the 
start-up of Develop Consultancy. So there will be a specific focus on SME’ and Academics 
and on elements in the Micro- and Macro environment which influences these two groups. 
 
Competitor analysis - Porter’s five forces 
Developed by Michael Porter, the Porter’s five forces analysis is used to evaluate the 
competition structure in a particular market based on five different market forces; Rivalry 
amongst the existing players/Competitive rivalry, Bargaining power of buyers, Threat of 
substitutes, Bargaining power of suppliers and Entry of competitors, see the model below.  
 Rivalry amongst the existing players/Competitive rivalry evaluates the situation in the 
specific market and how the rivals try to obtain market power through differentiation or other 
parameters. This is the centre of the model, the market in focus and here the analysis will 
show how rivals combat each other on price, innovation, growth, distribution channels or 
market profile.  
                                                 
30 International Markedsføring – s 109 
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Bargaining power of buyers is an identification of the strength the buyers holds towards the 
companies and also the numbers of the buyers. In this section it is necessary to identify if 
there are differences between buyers, intermediary or the end user. The buyer’s consciousness 
of price can influence the markets competitive situation as knowledge of the market gives 
leverage in negotiation situations.  
Threat of substitutes evaluates the possibility for a new product with better specifications, to 
replace already existing product(s) or service(s). In the third element of the model the rivalry 
between products are in focus e.g. if there are many substitute products then the competition 
is wide and if there are only a few, then the competition is narrow. Price is a factor when 
evaluating as well as the cost of switching.     
Bargaining power of suppliers expresses the negotiation power of suppliers. This is an 
important element, especially for production businesses; if a production business is using a 
unique component in a product then the supplier of the component can set the price, 
disregarding the production costs. 
 Entry of competitors evaluates the possibility for a newcomer to enter the market and 
identifies the barriers that must be defeated. Here it is necessary to identify elements that can 
make an industry attractive for newcomers e.g. if it requires a high capital investment, patents, 
access to distribution channels or if it demands an established image. The internet plays a 
significant role for newly established businesses, as they can sell and distribute outside the 
established distribution channels.  
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Ref. 231 
Criticism of Porter’s five forces 
A criticism of Porter’s five forces model is that it focuses on competition as the only focus of 
businesses and do not consider other motivational factors. Furthermore, there are areas where 
the model falls short as it was developed for a perfect market; it does not take into 
consideration the power of the internet, changes in business structure or deregulation of the 
market32. 
Application of Porter’s five forces 
The use of Porter’s five forces will be to define the market that Develop Consultancy is 
attempting to enter in a structured way and to identify factors that will be crucial elements in 
the start up phase of Development Consultancy.  
 
 
                                                 
31 http://www.provenmodels.com/25/five-forces/michael-e.-porter 
32 http://www.themanager.org/Models/P5F_2.htm 
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SWOT-analysis 
The SWOT-analysis is a gathering model of the information, evaluations and ideas of the 
business, the qualities and shortcomings of the business both tangible and intangible, 
physical, personal and experience. 
In the SWOT-analysis it is the current resources that are set up opposite each other in two 
main sections; the Internal and the External. In the Internal there are two sub-sections; 
Strengths and Weaknesses and in the external the two sub-sections are Opportunities and 
Threats as it can be seen in the figure below. 
In the Internal, it is the business itself that is in focus and which strengths it can draw upon 
and which weaknesses that must be minimized. As it expresses, it is the external of the 
business that is in focus in the External part of the SWOT-analysis and here the opportunities 
and the threats are identified.  
The objective of the SWOT analysis is to clarify a strategy of the business which is done by 
reducing weaknesses or converting them to strengths, matching the company’s strengths with 
opportunities in the external area while converting threats to opportunities and based on this, 
the competitive advantages are clearer33. This process is a part of the Opportunity Matrix and 
the Threats Matrix where the different elements in the external section of the SWOT analysis 
is prioritised according to attractiveness/feasibility and seriousness of the threats.   
 
Ref. 3 SWOT-analysis 
The SWOT-Analysis gives an overview of the situation in the company or organization at a 
particular moment in time and can be motivation for the company’s or organization’s further 
marketing plan. 
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Criticism of SWOT-analysis 
The SWOT-analysis is criticised for its one step phase of a strategically analysis and that it 
does not encourage managers to follow through on the acquired results.  Furthermore, it does 
not open up for a tactical approach to the results which is why it is highly recommendable to 
extend the SWOT into a TOWS analysis34. 
In the SWOT qualitative and quantitative data is mixed and some information is based on 
assumptions and processes while others are founded on facts. Additionally, the input data are 
not prioritized which can provide a business with excess amounts of strategic information. 
Lastly the SWOT is constructed in such a way that it can be utilized on a business or on each 
product which therefore can become very comprehensive. 
Application of the SWOT analysis 
The SWOT analysis is performed on business level, as it is necessary to investigate the 
strategic elements of the Develop Consultancy in order to highlight the internal strong and 
weak areas as well as the external opportunities and threats. These areas are important to 
study since the internal are the elements the business can control whereas the external are 
uncontrollable; both influence the survival of the business. 
 
TOWS-analysis 
The TOWS analysis a further development of the SWOT-analysis, as the acronym expresses 
it is the backwards spelling of SWOT. The TOWS is used to generate clear strategic 
initiatives based on the findings in the SWOT model. So where the SWOT ends, the TOWS 
take over, to move the strategically analysis towards the goal line. It provides a structured and 
dependable template to produce new initiatives for the business future strategies. 
 
First step of the TOWS is to prioritise the results of the SWOT analysis, the strengths, 
weaknesses opportunities and threats to have a clear amount of data to work with. Following 
this the prioritised data are plotted into the TOWS model and then the evaluation between the 
                                                 
34 Information taken from the book: on page 64 from “Strategic Marketing Management”, 3 edition by Richard 
M. S. Wilson, Colin Gilligan 
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categories is conducted. In the S-O section the focus is on Maximizing the strengths and 
Maximizing the opportunities, in the W-O it is Minimizing the weaknesses and Maximizing 
the opportunities. In S-T Maximizing strengths and Minimizing threats is the focus and in W-
T Minimizing both weaknesses and threats. Through the prioritisation is defined and how the 
business should proceed strategically.  
 
Ref. 4 TOWS-analysis35 
 
Budget plan 
When starting a business the financial dimension is highly important, as it is the foundation 
for the transactions that a business conducts. Finances are needed to buy supplies to produce 
the product that is to be sold and even if the product is a service, finances are crucial to 
establish the business, as some physical elements may be needed in order to sell the service. 
E.g. an ice cream vendor must have a freezer for the ice creams he purchases from the 
producer otherwise they melt before the customer can buy the ice cream and a website hosting 
company must have computers, servers, internet and web domain before they can start selling 
website space. So there is always a need for funds when a business starts up. Furthermore, the 
investments do not come lightly and it is necessary to show investors how the company is 
expected to perform in the first two years, how much it will cost to launch, and also how the 
                                                 
35 http://www.inspiredbusiness.eu/business-articles/how-to-use-a-swot-analysis-and-a-tows-matrix-to-develop-
strategies-for-your-business_4.html  
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company will pay expenses from month to month. 
The initial step is the Establishing budget that provides an overview of the elements that are in 
the start of the company. Secondly the founder must provide the investors with a long-term 
Operating budget over 24 months which will show the expected income and expenses of the 
business in that period. Lastly the Cash budget; it is the budget which will show how the 
company will perform from month to month; paying expenses, rent and loans. 
It is a pivotal element of starting a business to create the budgets, despite that it is mostly 
based on estimations of e.g. how much will be sold, expenses and potential income.  
The Establishing budget 
The excel figure below shows an example of an Establishing budget and this will function as 
the outline for the establishing budget in the analysis. 
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Estab lish in g  Bud get
P re m ise s
Rent 0
Depos it  by  purc has e of prem is es  or bus ines s 0
Depos it  (3 m onths  rent) 0
G oodwill 0
Furnis hing and renovation 0
P roduction  e quipm e nt
M achinery 0
Tools 0
O ther things 0
S hop fittings
Cas h regis ter 0
Counter 0
O ther things 0
O ffice  fittings
Furniture ( des k , sw ivel c hair,  s helves  etc .) 0
Com puter (printer,  network ) 0
Telephone 0
Fax  m achine 0
Copy ing m ac hine 0
O ther things : 0
P urcha se
Raw m aterials /sem i m anufac tured 0
M anufac tured goods  (s toc k ) 0
S tat ionery 0
O ther things : 0
Ca r:
Depos it 0
O ther ac quis it ion c os ts 0
Counse llo rs
Lawy er 0
A c c ountant 0
O ther things 0
M a rke ting
W rit ing paper, vis it ing c ards 0
B roc hures 0
advert is em ent 0
S ignpos ting 0
O pening rec eption 0
O ther things 0
O the r e x pe nse s
A pplic at ion for a patent/regis trat ion 0
O ther things
Tota l costs 0
 
Ref. 5 Establishing budget36  
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Roskilde University  
Master of Business adm. & Economics 
1st semester Project – Spring 2011 
Selma Feldthusen Hulshoff 
31 
 
Some elements of the establishing budget will not be relevant in every case; a service 
business does not have the need to purchase raw material or machinery and a business that 
produces components to pump manufacturers may not need a large marketing budget or 
purchase any office furniture.  
 
The Operating budget37 
In the Operating budget below the period will be 24 months, as 12 months will not provide 
investors with a sufficient overview of the company’s income and expenses. The operational 
budget focuses on the individual elements in a total perspective such as turnover, variable 
costs, variable costs, regular costs, write-off and interests. 
 
                                                 
37 http://www.startvaekst.dk/budgetter 
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Operating budget
Pro tem     /      200-     til       /      200- 1 month 2 month
Turnover
Sale of product no. 1 0 0
Sale of product no. 2 0 0
Sale of product no. 3 0 0
Total 0 0
Varable Costs
Materials 0 0
Salary 0 0
Transport costs 0 0
Other things 0 0
Variable Costs 0 0
Gross Profit (GP): (Turnover - Variable Costs) 0 0
Contribution Ratio (Gross Profit in %)
Regular costs
Wages 0 0
Rent 0 0
Electricity, heat, water 0 0
Renovation and maintainance 0 0
Cleaning 0 0
Car service/mileage allowance 0 0
Travel costs 0 0
Stationary telephone 0 0
Postage and charges 0 0
Network 0 0
Mobile phone 0 0
Internet-connection 0 0
Web site subscription/hosting og upgrading 0 0
Marketing/advertisement/advertising 0 0
Meeting expenses 0 0
Technical litterature 0 0
Insurances 0 0
Supscriptions 0 0
Course expenses 0 0
Computer equipment 0 0
Leasing-expenses 0 0
Minor purchases 0 0
Maintainence 0 0
Accountant 0 0
Lawyer 0 0
Other consultancy 0 0
Unsuspected costs 5% of costs 0 0
Total Regular Costs 0 0
Result before Interest and Write-off 0 0
Interest
Interest on bank loan 0 0
Interest on overdraft facility 0 0
Other interest 0 0
Total Interest 0 0
Write-off / Depreciation
Plant and machinery 0 0
Other things 0 0
Total Write-off 0 0
Regular Costs - Interest and Write-off: 0 0
Net turnover (GP - Reg. Costs - Interest and Write-of 0 0  
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The Cash Budget38 
The cash budget is a challenging budget to create and is made in cooperation with an auditor 
or the bank, as it requires an experienced overlook to ensure that all the entries are correct and 
that none are missing. It is vital that no entries are wrongly placed, as this budget shows how 
the business will be able to manage the monthly payments over the duration of a year which is 
also why it is important to have a experienced person to overlook it, so that there will be no 
mistakes, entailing that the business cannot make its payments. 
Cash budget     
Time Period     /     201x     to    /    201x January  February  
Available funds primo 0 0 
      
Payments - incl. VAT     
Cash Sales 0 0 
Sales on credit 0 0 
Interests 0 0 
Other payments 0 0 
Payments total: 0 0 
      
Cash payments- incl. VAT     
Creditor 0 0 
VAT to pay 0 0 
Withdraw Private 0 0 
Other: 0 0 
Overheads: 0 0 
Payments of salaries 0 0 
Office rent 0 0 
Electricity, water and heat 0 0 
Repair and maintenance of offices 0 0 
Cleaning 0 0 
Operation of car/ mileage allowance 0 0 
Travel expenses 0 0 
Office supplies  0 0 
Postage 0 0 
Telephone 0 0 
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Mobile phone  0 0 
Internet-connection 0 0 
Web site subscription/hosting and updating  0 0 
Marketing/ advertisement  0 0 
Meeting expenses 0 0 
Scientific literature 0 0 
Insurance 0 0 
Business membership fees 0 0 
Seminar expenses 0 0 
EDB equipment 0 0 
Leasing-fees 0 0 
Small Purchases under 12.300 kr. (2010) 0 0 
Maintenance of Operating equipment 0 0 
Auditor and other accountants 0 0 
Interest on Overdraft 0 0 
Loan expenditure 0 0 
Other: 0 0 
Other: 0 0 
Other: 0 0 
Expenses Total: 0 0 
      
Change     
Cash in the till 0 0 
Cash in bank/giro 0 0 
Disposable Overdraft 0 0 
Minus cash funds primo 0 0 
Overdraft ultimo 0 0 
 
The before mentioned theoretical tools will all contribute to a broader understanding of the 
paper throughout the analysis. 
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Analysis 
In this chapter I will conduct the analysis by reviewing the presented information in the 
framework of the theoretical models. The Business plan functions as the outside frame for the 
models which all are elements of a business plan and therefore necessary for a thorough walk 
through of a business proposal, from problem area to end result.  
Business plan 
There have been many considerations as part of this business plan as there are numerous 
aspects to evaluate and weigh against each other. 
Considering if it should be a private business or an organisation with a more socio-economic 
focus, if making money should be the objective or if the lobbyist approach would be the best 
to fulfil the goals of the idea?! Ultimately a mind map (cf. Appendix 4) has been the 
foundation of the decision making process alongside the consequences of choices made. The 
name of the business is currently Develop Consultancy, here after referred to as DC. 
Educational background information on founder 
The founder is currently finishing Master of Economics and Business administration and this 
primary foundation of experience in additions to a Service economist degree and a wide range 
of student jobs. 
Business form 
The company will be according to current Danish legislation a privately owned as this model 
do not need any large capital investment and is much easier to approach that a capitally 
owned39. There are higher risks connected with the privately owned business form, as it 
combines the economy of the company and the private economy of the owners including 
profit and deficits. This can have wide impacts for the owner and family but for entrepreneurs 
it provides an easy path to start a business and the business form can always later on be 
changed40. 
                                                 
39 Appendix 8:   http://www.startvaekst.dk/file/75120/oversigt_virksomhedsformer.pdf 26/5 
40 http://www.startvaekst.dk/virksomhedsformer  26/5  
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The business must be registered under a correct industry code; this is necessary for the 
government in relation to taxation, green fees, environmental fees etc and regulations in 
reference to what the business sells. 
The industry code of Develop Consultancy is: 78.30.0041. The title of this code group is: 
Other staff procurement. 
Idea presentation 
The idea is to create a linkage between SME’ and unemployed academics living in a different 
part of the country. The initial focus will be on region Midtjylland and unemployed 
academics in Copenhagen. The idea can then be expanded to the rest of the country.  
The idea is a stationing package for academics in Denmark, moving to a different region to 
work in a SME. Inspired by the expat packages that international companies offer their 
employees, when they move to a different country, often with the entire family. 
  
The idea consists of three elements: 
1) To be a consultant for businesses, mainly SME’ without prior experience with 
academic employees, to make them understand what is necessary to be attractive for 
academics. 
2) To be a consultant for the academics, who are willing to move to get a job, where the 
entire family must be moved and all needs must be considered as well as assisting the 
formation of a new professional and personal/social network. 
- For both products there will be continued consulting of the two parties for up two 
years. 
 
In-depth Product description 
1: Business Consultancy: 
The business consultancy have two initial contact points; 1) the SME contacts Develop 
                                                 
41Appendix 4:  www.branchekode.dk 26/5 
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Consultancy or 2) DC contacts the SME. The process for the two initial contacts is the same 
from c – g. 
a) a SME is interested in procuring knowledge, network and new ideas, but do not have the 
immediate resources to procuring them independently.  
b) The SME contacts Develop Consultancy, initiating collaboration.  
c) DC analyses the business to locate potential difficulty areas in the employment of an 
academic e.g. culture, communication, resources and employees. Furthermore DC will create 
a business profile clarifying and defining focus areas of the business, products, demands, 
interests, potential and requirements to a potential academic employee.  
d) Following the business profiling DC will through CV databanks retrieve potential 
academic candidates and initiate the contact to these. 
e) Following a selection of candidates by DC and the business together, the matching process 
is in progress with interviews.  
f) Simultaneously DC commences with fulfilling the requirements and demands of the 
academics profile sheet e.g. living area, transportation distance home/work, spouse job, 
school etc. 
g) DC will be available for assistance, mediation and questions after signing of job contract. 
2: Academic Consultancy 
The academic consultancy has two the initial contact points; 1) an SME requests an academic 
employee and 2) the initial contact is made by the academic requesting a job in the region. 
The process for the two point of initial contact is the same from c-g.  
2 a) an academic residing in region Hovedstaden contacts DC with an interest to move to 
region Midtjylland for a job.  
b) DC conducts an in-debth profile analysis of the academic to comprehend who the person is 
other than the information given in the CV e.g. family status, spouse CV, 
professional/personal interests, living area preferences, transportation distance etc. 
c) Following this step DC begins the research amongst the SME’ in the company database as 
well as outside the database, in order to find the right match for the academic and for the 
business. 
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d) When min. 5 potential businesses have been selected, DC contacts these to investigate the 
businesses interest in hiring an academic, some will reject and some will be positive. 
e) Based on the responses the process will continue in matching the academic with the right 
candidate, both the profile sheet of the academic and the business’ profile will be evaluated 
and be the foundation for the match. 
f) When the mach have been made, DC ensures that the match is fruitful and that the work-
relationship is functioning in all aspects e.g. in relation to goals, other employees, 
communication form and job function. 
g) DC will be available for assistance, mediation and questions after signing of job contract. 
The products will fulfill the follwing needs 
Within the SME: knowledge, inspiration, network, comminucation, security in employment, 
economic gain, development42 
They need an academic that can add new knowledge, network and inspiration to the business, 
furthermore will the product eliminate potential worries that the academic will not settle in the 
local community and feel welcome and finally move again. This is reduced by the contact to 
DC and the networking relations that the academic wil be provide with from DC. Furthermore 
the business do not have to waiste time and energy in finding a suitable housing for the 
academic and familiy, as it is in the product pack.  
Needs fullfiled for the academics: challenges, inspiration, economical, security, family 
welfare, spouse job security, house challenges, enrollment in schools, network – professional 
and social, belonging. 
The academics who have taken the choice to search for a job in a different region of the 
country, will need assistanct in finding two jobs, schools, daycare, house, network etc. and it 
is here DC will provide the service of stationing/moving package. As most of the academics 
express it it the network that is the main reason to why academics are not so willing to move. 
The below quots states that there there are a need for then products of DC and that it could be 
pivotal in academics moving to a different region. 
                                                 
42SME’ that hired their first academic in 1995-2001 had an growth of 133% 
http://akademikerkampagnen.dk/media/9243/h%C3%B8jtuddannedes%20v%C3%A6rdi%20for%20sm%C3%A
5%20og%20mellemstore%20virksomheder.pdf 22/5  
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“I was born in that region and find it very attractive. My wife has a job i 
Copenhagen and my kids will not change school, so when i got my first job in 
Copenhagen after graduation, this was an irreversible decision. Region 
Midtjylland is unable to break that barrier because I'm going for the full 
package now: Two jobs, a school, a place to live, and access to nature and 
social life. This would call for a miracle!” P 58 
“Move my family… :)Even faster trains – a la China family-job packages (it 
does not matter if I move after a good job, if my husband is stuck in 
Copenhagen)” p 57 
“I do not know. The major reason why I am against moving is social - friends 
and family in Copenhagen. A network is important and it can be hard to 
establish a new (non-work) social network when married and working full 
time”. P 56 
“A sort of intro program for newcomers from e.g. Copenhagen to help them 
acclimate. For instance help finding a place to live, institutions, schools etc. if 
needed.”P 55 
My main problem about moving to Jutland is that I do not know that many 
people in Jutland and I think I would be very lonely. Furthermore I have an 
apartment that I love very much. Maybe if I had a family that could move with 
me to Jutland, I would definitely consider it. P 4843 
Abovementioned quotations emphasize the elements that are important for the academics 
when considering moving to region Midtjylland. The focus areas are network, spouse jobs 
and introduction to the local area and this is what DC wishes to provide the academics. 
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Product differences to competitive products 
The products provided be DC are unique as there are no other recruiting company in Denmark 
that offer to assist the academics in obtaining house, spouse job, schools etc. when moving 
inside Denmark, so there are currently no products that can compete with this part of DC’ 
products.  
The only area where there are comparative lines are in the recruiting area, as many companies 
offer recruiting, but when the contract has been signed the process is over for the recruiting 
company, unlike DC. 
 
Purchase frequency/lifetime of the product 
The products the DC trade are service products and therefore intangible and is highly 
connected to the moment of truth, the first interaction between company and costumer. This 
can affect the purchase frequency if the moment of truth is not trustworthy for the costumer 
because if the costumer does not feel secure in DC conducting the process correctly, 
professionally etc. then they will not buy with DC. Additionally if the match between the 
SME and the academics is not right, then they would not come again.  
If the process id successful and the SME gain the expected development then there will be an 
added need for additional academics and then the SME will return to DC, as it was here they 
experienced the success the first time and it is here the trust is established. 
 
The product lifetime is at least two years, as DC provides consultancy service after the 
signing of the job contract. Besides this, the life time of the service products are longer than 
most, because the SME experiences development, economic gain and progress and this can be 
ascribed the academics that was hired, found by DC who ensure that he/she stayed in the local 
area. Other than that as it is a service product the lifetime of each product will be individual as 
it depends on the receiver of the service, the SME/academic as much as the facilitator of the 
product, in this case DC. 
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PEST analysis 
 P: Political and legislations 
Denmark has currently a liberal government that is signalling that entrepreneurship is 
encouraged as it is the key to growth, innovation and development44. During the reign of the 
government there has been created several regional and municipal so called 
“Væksthuse”(Growth houses), public offices where aspiring entrepreneurs can come and be 
advised and guided in the many areas of entrepreneurship. Furthermore, the government is 
continuing the support to “kom-igang-lån” (get-started-loan), through “Vækst Fonden” (The 
Growth Foundation). In collaboration with 9 banks in Denmark, entrepreneurs can get a 
“Kom-igang-lån” with Vækst Fonden as guarantor for up to 75% of the loan45. This is a way 
to support the innovative minds to get started and to get ideas out of the desk at home and into 
to the real world. 
According to Danish legislation a government can hold office for a four year period, so there 
will be an election in 2011 and this may have consequences for the entrepreneurs. If a social 
democratic government takes over, the implications are yet to be seen and it can only be 
speculated weather the consequences are positive or negative for the entrepreneurs.  
”Omfanget af højt uddannet arbejdskraft i disse virksomheder er ofte meget 
lavt, og omfanget af produktudvikling og anden innovation halter.” 
 
”The extent of highly educated labor in these businesses is often very limited 
and the degree of production development and other innovation is limping.”46  
 
According to the social democratic party’s 2020 plan, the circumstances will be good for 
entrepreneurs if it come to power, as the plan is proposes; there will be a lowering of taxes, 
more funds to “Vækst Fonden” and allowing SME to obtain finances by offering business 
bonds47. 
So for the entrepreneurs the political type of government will be more influenced by personal 
                                                 
44 http://www.ft.dk/~/media/Pdf_materiale/Pdf_publikationer/Informationsark/Partier/venstre%20pdf.ashx 19/5 
45 http://www.vf.dk/For%20virksomheder/Kom-i-gang-laan.aspx  27/5 
46 http://www.sammenomdanmark.dk/files/Udspil/2020Samletplanweb150511.pdf p. 22 19/5 
47 http://www.sammenomdanmark.dk/files/Udspil/2020Samletplanweb150511.pdf  p. 22-23 19/5 
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preference, as both political parties have a high focus on the growth of the country through 
entrepreneurship48. 
Additionally the newly agreed Finance Bill based on the goals set forth in the 2020 plan, will 
make it easier for the entrepreneurs, as there have been agreed a three year “legislation stop”. 
This mean that there through the next three years, there will not be passed any bills that will 
have influence on smaller businesses. Further on a narrow settlement decided that small 
businesses also should be able to obtain rent free loans, until the business gives a profit, the so 
called “Vækst kredit” Growth credit. This will make it easier for businesses to do research or 
buy it and do costly development. 
This could be an opportunity for DC, as there will be a high focus on staying updated with the 
latest research49,50. 
The European union holds a peripheral role in relation to Develop Consultancy, as decisions 
made in the EU council influence the markets in all the European union member countries 
and not only Denmark. Through the European Union proposal plan 2020, there is a high focus 
on the future of EU and how the membership countries are to ensure development, innovation 
and growth51. The EU supports entrepreneurs through different microloans opportunities, 
guidance and initiatives for promotion of entrepreneurship52,53.  
E: Economical and Demography 
As the rest of the world, Denmark has been highly influenced by the financial crisis and jobs 
have been lost and businesses closed. Positive voices ensures the population that the financial 
crisis is over while the critics say that it is not over yet54,55,56.  
                                                 
48 http://www.welfaretechregion.dk/da/nyheder/ivaerksaettere-glad-for-roed-2020-plan 19/5 
49 http://elektronikbranchen.dk/nyhed/venturebranchen-jubler-over-udsigten-til-en-ny-skattekredit  27/5 
50 http://www.ruc.dk/om-universitetet/nyhedsportal/nyheder-udefra/vis/article/vaekstforum-forskningsstoette-
skal-omlaegges-til-skattekreditter/back/arkiv-nyheder-udefra/archive/2011/march/  26/5 
51 http://eur-lex.europa.eu/LexUriServ/LexUriServ.do?uri=COM:2010:2020:FIN:EN:PDF  19/5  
52 http://ec.europa.eu/social/main.jsp?catId=952&langId=da  19/5  
53 http://jp.dk/indland/indland_politik/article2444989.ece  27/5 
54 http://borsen.dk/nyheder/oekonomi/artikel/1/206377/verdenshandlen_giver_baghjul_til_finanskrisen.html  
19/5 
55 http://www.au.dk/univers/nyhed/artikel/economic-challenges-ahead/  19/5 
56 http://www.ecb.int/press/key/date/2011/html/sp110512_1.en.html 19/5 
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Academics tend to have a higher salary than other labour groups which increases their 
mobility57. So the higher salary level opens opportunities for the academics, as they can chose 
to move to an area where there are better chances to get a job. 
When aspiring to move to a different part of the country the house prices have a significant 
influence. If a family is willing to live outside the larger cities then the house market opens up 
for a larger living facility market. Some may even have the desire to buy a farm, where 
dreams of the idyllic lifestyle can prosper. The house price differences between region 
Midtjylland and region Hovedstaden plays an important role, when a family is considering to 
move, as it can offer opportunities that will not be achievable in region Hovedstaden58.  
Demography: 
There is a clear tendency for academics to live in the larger cities, as it is here the higher 
educational institutions are located. This also makes it somewhat more difficult to move 
academics out of the cities as the cities provide a high level of social and professional 
activities. 
It has been intensely discussed in the media that there is an obvious urbanization and that the 
rural areas are emptied of young people and only the elder are left. At the same time, when 
academics begin to start a family, some move to the suburban areas where there is a more 
family friendly atmosphere. 
The number of academics has only increased over the last years and the unemployment of 
these is varying from region to region. In region Syddanmark and Midtjylland the 
unemployment situation is better than in the rest of the country with 2.7 and 2.9% and in 
region Hovedstaden and Sjælland the unemployment is 3.3%59.  
The industry structure has changed over the last decades. Denmark used to be a production 
country with many factories and production facilities, but as many of our neighbouring 
countries most of the production has been moved to countries where the wages can be kept 
down, such as the Eastern European countries, China and India. This means that Danish 
companies have had to reinvent themselves, in order to stay competitive. The companies keep 
                                                 
57 http://www.samspil.info/forside/vis+artikel?id=171  19/5 
58 http://home.dk/om-home/presse/analyser-og-indeks/home-husprisindeks-for-marts-2011  19/5 
59 http://www.ac.dk/files/pdf/Ledighed-februar-2011.pdf  p. 21 19/5 
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the R&D departments in Denmark, as the Danish educational system provides highly 
educated labourers. 
S: Social relations 
The family patterns have changed over the last decades, as divorce rates have increased and 
more and more people chose to live alone or become single parents. Furthermore, there has 
been an increase in women with a high education and prioritising career over family60. In 
families with two parents the focus on career is distinctly higher than in single parent families 
while children spend more time in day care facilities or families employ au-pairs to tend to the 
practical house work.  
The high welfare level in Denmark is supported by academics who are working to uphold the 
level, to benefit all and the academics belong to the upper class in the light of the salary level. 
This makes it possible for academics to chose jobs a greater distance from work, as they have 
the financial security to commute. The welfare level can also be seen in the increased 
purchase level in local products e.g. specialty beer, organic produce, high end clothing.  
For the academics the social life is highly important, as the career is the work life, then the 
family is connected to the social life. Networking with friends and co-workers in the leisure 
time has become a more normal activity, as it keeps you connected. At the same time the 
family life is important, so the family is a part of the activities. This can be seen as a result of 
the globalisation, as the socializing with co-workers has been a long tradition in other parts of 
the world compared to Denmark. The networking process is never at a standstill, networking 
can be done in the supermarket, at work, at a concert or in the kindergarten61. The social life is 
therefore intertwined with the working life. 
The social activities have become more popular as welfare has gone up; there has been a 
higher tendency to attend concerts, café visits, travelling and fitness.  
There are still cultural differences in Denmark between dissimilar workgroups e.g. academics 
and blue collar workers; the cultural differences could also be called prejudice as it is mostly 
                                                 
60 http://www.denstoredanske.dk/Samfund,_jura_og_politik/Samfund/Samfund_og_statistik/Danmark_-
_familieforhold  19/5 
61 http://karriereradgivning.monster.dk/strategi-for-jobsogning/professionel-networking/networking-or-not-
working/article.aspx  19/5 
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lack of knowledge of each other and this moves through to the management62.  
 
T: Technology and environment 
Through advancements in technology it has become easier for businesses to connect with 
consumers all over the country and the world and with further innovations and improvements 
it can only become easier and quicker. The internet is a highly important tool in today’s 
markets, where consumers in different areas can obtain information, buy products or share 
criticism with others. In the job market it is also important, both for the employers and the 
unemployed as it has become the way to obtain information and to apply for jobs. 
Furthermore, it is connected to almost every aspect of daily life e.g. timetables for the train, 
opening hours for the doctor and stores, sharing of pictures and the latest info on what we are 
doing.  
In the consulting industry, new techniques and perspectives can easily be shared via the 
internet with other equally minded around the world and the feedback is almost instantaneous 
which makes development in this area more liquid. 
Just at the internet is a fast moving information carrier; the software production is also leaping 
forward with new techniques, methods and programs and keeping updated can be difficult as 
there may only be minor differences between programs. Moreover the open source trend is 
still growing, as to oppose the large international corporations who sell programs that cannot 
be customised and because of this, SMEs can compete with more resource strong 
businesses63,64. When it comes to distribution of products, companies can improve the effort 
of e-business as many companies have a webpage but do not offer online purchasing of 
products and services. The internet only facilitates the access to products if the company is 
actively pushing the information forward. Furthermore the Danish government has created the 
“Nemhandel” (Easy Trade) service which is an electronic invoice service, currently only from 
businesses to governmental institutions, but could easily be developed to incorporate B2B 
invoices.  
Also the latest internet security measure the government have taken is “NemId” (EasyId), 
                                                 
62 http://www.ac.dk/files/pdf/4-04.pdf  19/5 
63 http://www.linuxin.dk/node/18358  20/5 
64 http://borger.itst.dk/Trends/open-source-1/hvad-er-open-source  20/5 
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which is a constantly changing code system that makes access to public institutions fast, easy 
and secure. Every Dane has such a card provided by the government and the businesses are 
also connected to this system with “NemId medarbejder signatur” (EasyId employee 
signature)65. 
In addition the developments in technology and the internet, companies now take advantage 
of this so that employees can work from home while being connected to company intranet. 
Furthermore international companies are taking the online-conferences and email 
correspondence in as a part of the daily activities both internal and external as well as on 
business trips. 
The environmental factor holds a great priority as every person and business have a 
responsibility and in the relation is it necessary to consider which environmental impacts the 
start-up of a SME will have. As there are no physical production and no transport of basic 
materials, there is a lesser impact already, and furthermore, as the electronic advances allow, 
it is possible to have an almost paper free business, where only the most necessary is printed 
which will lessen the impact on foresting and reduce paper production. 
The basis of the company is electronic, on computer and the internet and there is a high need 
for electricity, but as there are advances in the small windmill industry it is possible to create 
an almost zero percent impact. 
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Porter’s five forces 
Porter’s five forces model focuses on the competitor environment of the business and the 
forces are: competitive rivalry, bargaining power of buyers, threat of substitutes, bargaining 
power of suppliers, entry of competitors. 
Rivalry amongst the existing players/Competitive rivalry 
It is evaluated that DC belongs to the recruiting industry. There is rivalry in the industry, as 
there are approximately 10-20 competitors, each trying to differentiate their products and 
some are only focused on one part of the target group of DC. 
Mecuri Urval, Adecco, Academic Work, AAK Rekruttering, Compass – Human resource 
group, Midtjysk rekuttrering, Høi & Thomassen Rekruttering are just some of the most 
dominant competitors in the recruiting market, but none of these businesses offer the same 
type of product for the academic group as DC does. 
The 7 competitors are highly focused on the contact to the businesses and perceive the 
academics as candidates and not persons with family, children, schools spouse job and other 
determinants.   
Mericuri Urval, Compass and Adecco are international companies and have consequently 
high capital strength and they also have a long established reputation in the market and can 
therefore attract customers simply by their name.  
The remaining three competitors are smaller and younger companies but despite this, they all 
have somewhat stronger capital backing, than DC will have when entering the market, as they 
are established in the market and with a clientele portfolio.  
The prices of the products offered are not clear, as many of the companies have focus on 
project specific and individual prices. This makes it difficult to estimate whether there is 
competition on price, as it can only be the buyers that can influence a price reduction, because 
they can get price estimates from several companies before choosing a specific based on the 
right criteria. 
Most of the competitors use the internet as distribution channel but they are also advertising 
in newspapers, magazines as well as ads in industry associations’ magazines are also highly 
used. 
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Bargaining power of buyers  
The number of SMEs in region Midtjylland are 66,35966 and this number is increasing with a 
higher focus on entrepreneurship. This is the market of DC and it is therefore also the market 
that will be considered in relation to buyers. 
The above number of SMEs is the number of buyers in region Midtjylland and the bargain 
power these buyers hold is quite strong, depending on the product in focus. If an SME only 
wishes to acquire an new employee, then the SME can purchase the assistance of any one 
recruiting company that they find qualified as regards testing, communication and 
headhunting abilities. Based on the before mentioned qualifications of the recruiting company 
the choice can be determined on by price as long as the SME is satisfied. 
With regard to the academics, DC provides a product that is unique and that none of the other 
competitors provide this, gives DC an advantage. 
The academics are a completely different group of buyers, as they apply for a job which is the 
foundation of their livelyhood, yet some are highly focused on price. If it is an unemployed 
academic who is contacting DC, then the price may be different, as the economical foundation 
is very different from an academic currently employed. As there are no competitors to this 
specific product then there is no price competition or bargain power of the buyer.  
Threat of substitutes 
As DC’ products have a unique profile, there are no exact substitutes. There are none of the 
other recruiting companies that offer to assist the SME or the academic to find housing, 
spouse job, school for the children, provide access to professional and social network for the 
candidate moving to a different region for a job. Furthermore, DC offers consultancy in the 
further process, to ensure that the academics have settled satisfactorily in the local area. So 
when it comes to the area of substitutes, DC is alone in the market for creating stationing 
packages for academics, which is why there is no cost of switching as there are no other 
substitutes. 
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Bargaining power of suppliers  
As DC is not producing physical products, there are no direct suppliers, the only suppliers are 
the  internet, mobile phone, office supplies, which all are a wide market and therefore easy to 
substitute. The suppliers have therefore no significant power over DC. 
There is a supplier in the sparring partners, as the network is assisting in finding the family a 
home, the spouse a job etc. and they hold some barging power as they can choose to demand 
services in return.  
 Entry of competitors  
As soon as DC launches the products, there may be competitors who will expand to the 
market of stationing packages for academics in Region Midtjylland. It will not require a high 
capital investment for the competitors, if they are already established in the recruiting market 
and it will be easy for them to alter their products portfolio to include the stationing package. 
For a new competitor, it will be slightly more difficult as they have to establish a name in the 
market, and as they have to supply the candidate with two jobs (the academics and spouse), 
then it is necessary to have an established link to the recruiting market.  
It is not difficult to distribute the product to the consumers, as most contact is done via 
internet and phone, and in today’s market it is given that a company have these elements 
incorporated in the company. 
 
So evaluating the market of DC in relation to the competitors, it is a market that is not so 
difficult to enter but it will take some work to establish a good reputation. Nonetheless, as DC 
is offering a unique product, there will be a greater chance of success, as DC is separated from 
the regular recruiting companies. To ensure that other companies do not copy DC’s product 
portfolio, it is necessary to create a product the consumer have a high trust in, because the 
trust element cannot be copied by competitors. 
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SWOT analysis 
Internal 
Strengths Weaknesses 
Unique Product profile 
Niche area – Region Midtjylland/Region 
Hovedstaden 
Large group of SME’ in region Midtjylland 
Large group of unemployed academics in 
Copenhagen 
Personal knowledge of the region 
Personal engagement 
Experienced Sparring partners 
Network 
 
Lack of experience 
Private business form 
Funding – low equity 
Network 
Lack of knowledge of DC 
External 
Opportunities Threats 
Increased knowledge of DC 
Increased interest in moving to region 
Midtjylland  
Increased interest in working a SME 
Increased interest in hiring an academic in 
SME’ 
More focus on the country family living 
Governmental focus on improving the 
outskirts area 
Increase in house prices in region 
Hovedstaden 
Decrease in academic job availability in 
region Hovedstaden 
Governmental interest in making SME more 
New legislations 
Competitors on niche market 
Decrease in unemployed academics 
Unwilling to move to region Midtjylland 
Increase in Contract employment of 
academics 
Increase in negative focus on outskirts areas 
Prejudices – a specialist, not a generalist 
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innovative 
Network 
New legislations  
 
Internal 
The business profile of DC is unique as it focuses on a niche area, region Midtjylland and 
region Hovedstaden. Furthermore the business is focused on supporting the development of 
Denmark and the SME’ which is unique for a private business, as this task normally falls 
under governmental institutions located which tasks is to develop the entire country. 
Additionally the regional Væksthuse and councils does work for the development of the 
region but with no specific target group continuously, a academics campaign focuses 
therefore on academics from the entire country and abroad.  
The uniqueness is also clear as DC is located in region Midtjylland and therefore can 
influence the opinions of the businesses which are to hire academics. Lastly is the location 
choice crucial to the validity of the consultancy, as it is necessary to live and work in the area 
to which DC is trying to attract academics. 
 
In 2008 there were 287.375 SME’ in Denmark and in region Midtjylland 66.359 SME’ and 
this large number of SME offer a large client group who potentially can be interested in hiring 
an academic, when it is clarified which potential an academic holds. In addition there were 
1873 unemployed academics in region Hovedstaden who could be clients of DC. 
The personal knowledge to the region comes from living in region Midtjylland in the first 22 
years of my life. I have regional knowledge through educations and personal exploration as 
well as continued visits to different parts of the region. Furthermore it is combined with the 
personal engagement to ensure the success and future development of the region. It is the 
region I wish to live in when finished with my masters and it is important that the region is 
well functions in terms of business, commerce, infra-structure, educational system, 
technology and public activity procurement. 
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In the relation to professional and personal network in region Midtjylland, the network of the 
founder is well established however it can only be expanded positively and thereby support 
the business. Sparring partners is a part of the network and they play a major role as they will 
be able to guide and consult in the aspects of starting a business, academics, SME’, region 
Midtjylland, network expansion, marketing and communication. 
The weaknesses of DC: 
An obvious weakness at this point in time is the personal lack of experience in the matching 
consultancy, but this is something will be developed over time and as the business progresses. 
As many other new businesses the approach to a new market is, “Learn as you go” and this is 
my personal approach however to ensure that the business is an success, is to use the sparring 
partners available e.g. Væksthus Midtjylland.  
The Private business form is considered a weakness as with a failure of the business can cause 
financial difficulties for the founder since this business form combined the economy of the 
business with the founder’s private economy. So if the founder holds any values and the 
business is unsuccessful, the creditors can demand that the funds are retrieved in the personal 
economy and belongings of the founder which can have long term consequences. 
 
In connection to the business form, the funding can pose a difficulty, as currently the founder 
is a student and therefore do not have an income which can support expenses of a business 
such as homepage, car, gas, insurance, office supplies, rent of office space etc. This situation 
causes there to be a low equity unless bank loans and “kom-igang”-loans are taken.   
 
The professional network of the founder can be considered as a weakness as it is not as large 
as it could be desired, but at the same time it is an organic component that constantly grows 
and expands. 
 
External 
Some of the opportunities that lie ahead are the knowledge spread of DC, in order to procure 
more clients and more business, here marketing, online advertising on job portals, real-estate 
agents, university alumni pages, social media sites e.g. linkedIn and marketing campaign 
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towards academics in region Hovedstaden, would be some of the areas where DC should 
begin in order to increase the knowledge of DC. 
 
Furthermore would articles, media exposure, communication with politicians and media to 
change the rhetoric concerning SME’, academics and about outskirts Denmark. This could 
increase the interest of moving to region Midtjylland as people hear about it in positive 
manner, in their everyday lives. There should of course not be withheld information about the 
region however is should be highly considered how the information is presented67. 
To increase the interest in working in an SME, it is necessary for the government to highlight 
the security of employment, internationalisation, opportunities and career opportunities for 
academics, so that the current focus is moved from large enterprises towards the SME’, as it is 
a crucial part of developing the country. 
At the same time it is not enough for the academics to be interested in working in a SME, but 
the SME’ must be interested in hiring the academics. Here DC has a unique opportunity to 
contact SME in region Midtjylland and clarify to them what it is they can gain by hiring an 
academic. 
 
Amongst families with children there is a high focus on safety, security and the idyllic life 
outside the city with playing children in the garden and it is this idea that DC can utilize when 
promoting different SME’ to potential employees in the SME’. By visualizing the area them 
family are going to live in, it will be easier for them to choose to move. Furthermore the 
municipalities have a duty to ensure that newcomers feel welcome by offering activities to 
include them into the community. In many municipalities newcomer do not feel welcome and 
they chose to move away; here DC can as part of the product process encourage the 
municipalities to create events and activities that strengths then network of the newcomers in 
the local community68. Furthermore Develop Consultancy can independently create 
networking events for academics whom they have placed in SME’ in region Midtjylland. 
 
                                                 
67 http://cdml.positionett.se/politiken/FMPro?-db=artiklaroff.fp5&-format=instick/artikelUtskrift5.htm&-
error=instick/artikelUtskrift5.htm&-lay=alla&-lop=AND&-op=eq&ID=211142&-token.0=666656&-
token.5=forskningen&-token.7=&-token.8=devylder&-token.9=O0fxO0x60i9db7d5o5fs8QZ2uvw78e&-find=  
19/5 
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The current house prices in region Hovedstaden have for some time forced house buyers out 
of the cities, as they cannot afford the high level and if the house prices remain at the current 
level or rise as before the financial crisis, then it can again force house buyers out of the cities 
and maybe some can be convinced that region Midtjylland is the place to live. 
 
If the supply of academic positions in region Hovedstaden is diminished, then more will be 
willing to move as they have difficulty to support the lifestyle they wish to hold. It is not 
desirable that there will be a decrease in supply of academics positions in region Hovedstaden 
as it often reflects on the rest of the country however is the government where to move a large 
institution to region Midtjylland, there might be some attractiveness to the area69. 
If the government were to change the legislation in the areas of SME’, academics, 
employment, moving for a job or other, it may have an effect on the success of DC. 
 
When DC enters the market, there may be other job matching companies who will try to 
implement the product ideas of DC, by e.g. moving on another region and therefore there will 
be added competition of the unemployed academics. 
In addition some of these competitors can provide an inferior product which can influence an 
general attitude towards the job matching industry and reflect negatively on DC. 
 
A decrease in unemployed academics is a good thing for Denmark, while it can be a negative 
thing for DC however DC will then develop and evolve to new times and adjusted or different 
demands. 
The interim employee demand can also be a threat to DC, as they are competitors and if the 
trend increases, then it may pose difficult to get SME’ to hire an academic full time, as it the 
main objective. 
                                                 
69 http://www.arbejdsmarkedet.nu/2010/09/udkantsdanmark-%E2%80%93-et-sted-du-vil-bo/  19/5 
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TOWS- analysis 
After discovering the results of the SWOT analysis the way to clarify and convert them to 
strategic steps is to analyze the results in a TOWS analysis.  
I have prioritized points in the SWOT analysis, the ones that are most achievable, logical and 
feasible strategies.  
 Internal Circumstances 
Strengths (S) 
S1: Niche area – Region 
Midtjylland/Region 
Hovedstaden 
S2: Large group of SME’ in 
region Midtjylland 
S3: Large group of 
unemployed academics in 
Copenhagen 
S4: Personal knowledge of the 
region 
S5: Personal engagement 
S6: Experienced Sparring 
partners 
S7: Network 
 
Weaknesses (W) 
W1: Lack of experience 
W2: Private business form 
W3: Funding – low equity 
W4: Network 
W5: Lack of knowledge of 
DC 
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Opportunities (O) 
O1: Increased 
knowledge of DC 
O2: Increased 
interest in moving to 
region Midtjylland  
O3: Increased 
interest in working a 
SME 
O4: Increased 
interest in hiring an 
academic in SME’ 
O5: Governmental 
focus on improving 
the outskirts area 
O6: Increase in 
house prices in 
region Hovedstaden 
O7: Network 
O8: New legislations 
Maxi(S)- Maxi(O) 
 
A: S1+S5+S2+ O1+O2+O4 
Direct marketing Campaign 
towards SME 
B: S1+ S5+ S3+ O1+ O2+ O3 
Direct Marketing Campaign 
towards academics 
C: S1+ O8  
Keep updated on the latest 
legislations that may influence 
the product structure or 
competitor situation.  
Mini(W)-Maxi(O) 
 
A: W1 + O8 
Exploit the network for 
knowledge and experience. 
B: W3 + O7 
Investigate the network for 
risk-willing investments for 
DC.  
C: W5 + O8 
New legislations on job 
hunting, full package job 
service legislation or 
recruting can increase the 
knowledge of DC. 
Threats (T) 
T1: New legislations 
T2: Competitors on 
niche market 
T3: Decrease in 
Maxi(S) – Mini(T) 
 
A: T2 + S1 
Keep the nice product structure 
covert, so that it will increase 
Mini(W) – Mini(T) 
 
A: W1 + T2 + T7 + T4 
The prejudice, competitors 
and unwillingness must be 
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unemployed 
academics 
T4: Unwilling to 
move to region 
Midtjylland 
T5: Increase in 
Contract 
employment of 
academics 
T6: Increase in 
negative focus on 
outskirts areas 
T7: Prejudices – a 
specialist, not a 
generalist 
coping difficult. 
B: S1+ S5+ S7+ S6+ T4 
Create a personal contact 
through the personal 
engagement to change the 
unwillingness to move. 
C: S7+ S5+ S6 + T7 
To change the prejudice against 
AC’, there must be more 
contact with the SME through 
network meetings. 
 
minimized through 
marketing and success and 
this will provide more 
experience. 
B: W3 + T2 
Competitors may be capital 
strong which can make 
DC’ success difficult. 
C: W5 + T2 
Costumers do not know DC 
and may chose a 
competitor. 
 
 
In the above TOWS strategic options have been clarified and further development of these 
strategically paths must be done before implementation while some can be integrated into 
procedures or conduct. 
Budget plan 
In a business plan, when it is on the verge of execution it is necessary to develop the budgets 
in order to apply for the needs investments and loans. If there are no funds to back a business 
plan, then the idea cannot get of the starting plate. 
When the Establishment budget has been calculated, the secondary budget to do is the Cash 
budget that identifies how the business will pay bills on monthly basis. Lastly is the Operating 
budget as potential investors need reassurance that the business is viable, sound and has a 
steady ingoing cash flow over a period of three years 
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Conclusion 
In this chapter I will present the findings of the analysis and shortly comment on these and I 
will answer the problem formulation: 
- How can the academic recruiting industry (DC) be better to create a sustainable 
cooperation between academics and the SMEs in region Midtjylland? 
Based on the idea proposal that is the basis of the business plan, there is a unique opportunity 
to develop a business that can connect academics from region Hovedstaden and SME’ in 
region Midtjylland. The ideas are a unique angle on existing concept of stationing packages 
provide by the international companies when stationing their employees in a foreign country 
with the entire family. Here the family are in need of a home, job for the spouse, schools or 
day care, and other essential elements to up hold a normal life. Additionally the network in 
the local area must be established and here the new business idea comes into play, as the 
facilitator for the academics. 
The government is highly positive of SME’ hiring academics as if the perceives as the key to 
growth in Denmark, in the aftermath of the financial crisis. Furthermore the government have 
just in the present month, it has been agreed that the next three years will be legislation free 
years for all small and medium sized businesses. This can have positive consequences, as the 
SME’ will not have to divide the entrepreneurial focus on both development and 
administration of governmental legislation. 
If Develop Consultancy is launched then it will offer SME and academics in region 
Midtjylland a more structures plan that will ensure both parties that the corporation have a 
long future and potential to success. 
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Afterthoughts 
Reviewing the problem area there are many aspects that comes forward.  
It could have been interesting to conduct an investigation on the possibility of creating a 
lobbyist organisation that could have added pressure on the situation regarding the initiatives 
that have already been implemented, tested and found unsuccessful or at least not highly 
successful. This aspect is important for me, as I am to be an academic and I may be educating 
myself to unemployment. However I have the advantage upon some of my fellow students, 
that I originate from region Midtjylland and I wish to go back, to live, work and to strengthen 
the local area through my academic knowledge. 
The lobbyist organisation should be able to encourage SME’ to stand up together and speak 
their mind regarding the life of a SME and it should also hold the perspectives of the 
academics. 
In the current Danish labour market, there are many industry associations, but there is no 
association that safeguards the rights, circumstances or financial situation of the SME. It 
could be interesting to develop such an association, as there is need for a uniform voice of the 
SME as they otherwise disappear in the media clutter. This association should not speak for 
anyone but the SME, but across industries, as it would empower them on equal footing with 
any of the other trade organisations. Lastly also because SME’ face different challenges in the 
everyday operations, than compared to larger firms and it requires consultants and advisors 
with hands-on experience to speak for the SME. 
In a more academic perspective could the creation of a network for academics, both 
professionally and social, from the bottom up be interesting to develop and investigate, as 
there could be unforeseen consequences for the interrelations in a particular area. 
 
Lastly could I on the basis of the bachelor project, have chosen to move towards investigating 
the Triple Helix Theory and investigate how to get SME’s to accept the interrelations with 
research institutes and the government. It would have been very interesting, as there in the last 
couple of months, in relation to the 2020 negations, have been many references to the Triple 
Helix theory in the media, though not mentioned. 
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